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I'he Cook & St

oddard Co

Used Car Bargains
1913 CADILLAC, 5-Passenger Touring
1912 CADILLAC, 5-Passenger Touring
1911 CADILLAC, 5-Passenger Touring

1910 CADILLAC, 5-Passenger Limousine
1913 COLE, 5-Passenger Touring
1913 RAMBLER, 5-Passenger Touring
1913 DE TAMBLE, 2-Passenger Roadster
1914 PACKARD, 5-Passenger Touring

A speclal arrangement In connection with the sale of
thess used cars makes it possibla for the purchaser to secure
one of them Immediately for a cash payment with terms for
the balance.

DEMONSTRATIONS ON REQUEST,

The Cook and Stoddard Co.

1138 Connecticut Avenue North 7810

—

Real Bargains in

Used Cars

\

®
& .

car makes it necessary that we have all available space in our

| building. This is made possible only by keeping our stock of
used cars down to a minimum.

Here are the bargains we have to offer:

NEW DODGE.ROADSTER, DRIVEN BUT 100 MILES—
WILL SACRIFICE.
1912 CADILLAC—REASONABLE.

1913 OVERLAND—self-starter and electric lights—good condi-
: tion—newly painted—will sell for $300.
SEVERAL MODEL T FORD TOURING CARS— in good order.

Record AutoCo.

631 Mass. Avenue

The&gvohmofbuﬁnmtlmtwcmdoingonthé&xon“
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Phone M. 23

THESE ARE REA

Prices Will Be Raised April 25th.

916 PULLMAN, perfect condition. ..........$675

916 KING, five-passenger; fine condition; cost
$r,m1;._.'c-._.......;................ m

916 KING, five-passenger, like new, cost $1,190 $925
Wm. P. Barnhart Co.

Phone 196,
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fer that those who have cars to dis-
pose of would attend to this matter
themselves before making the pur-
chase of a new machine. But since
the exigencies of the business require
handie the used

endeavor to give the
money's worth. It is to thelr interest
to do so.

Each new buyer of a motor ear is
just one more prospect for them to
work on. He is not always going
to keep his present machine. When
he wants another If you have already;
sold him his present car, whether it is
second hand or new at the time of
purchase, and have treated him in a
businesslike manner, the chances are
that the next order will come to you.

Never befors has the demand for
new automobiles been so great as It I8
this season. It Is conceded on all
sides that with an automobile preduc-
tion running over 1,000,000 cars this
year, the output, huge as It will be,
will be from fifty to seventy-five per
cent less than the demand. Thia de-
mand, which springs from every part
of the country, is based on the general

car as a necessily.

The automobile formerly has been
viewed, at least in part, as a luxury.
Now It is bought and used as an Im-
portant factor in the promotion of bus-
ifness as well as for pleasure. Tha as-
tonlshing axpansion of the motor truck
industry {s wsufficient evidence that
business houses throughout the nation
have accepted motorisation of their
hauling problems as the logical solu-
tion of this expense item of the busi-
ness house.

Argues Well for Autos.

The demand for motor cars in Wash~
ington during the past two months has
been greater than during the helght
of the selling season of any previous
year. ‘The freight car shortage has
made it impossible for the dealers to
receive cars as fast as they would like
to- have them. The outlying teritory,
which comes under the jurisdietion of
the local agencies, has made unusual
demands for cars. Farmers during
the past elghteen months have been
undergoing & period of exceptionally
good times, crops have been good, and

acceptance everywhere of the molor broad as the one put on the new car, but

s

‘of Freight Cars

did not take them long to close the trans-
action. Prices asked for used cams are
not beyond the reach of many and, in

Ask Lower Prices Here,

Dealers who have compared the prices
asked for used cars In Washington to
those asked in other cities, find the prices
here are below the level of those askéd
in other citles.

Nevertheleas, the used car here s not
sold on the “As Is" basis that obtains
elsewhere. In some cities the car is tak-
€n as it stands and |8 sold that way, the
dealer stepping out from under any re-
sponsibility for its performance in the
new owner's hands,

For the most part, and particularly
with reliable and established firms, the
used car is sold under conditions of con-
tract that bear much relation to the
agreements entering into the sale of any
new~car. The dealer cannot, of course,
assume a service obligation quite so

he does make specific arrangements In
most- cases to care for the used car buyer
exactly as he would for the purchaser of
a4 new one.

The car taken In trade usually s care-
fully examined and put into fNrst-class
condition and then the prospective buyer
of it is told exactly what it ts and what
It ean be expected to do. The buyer
usually will find, then, that he has been
given a square deal and that his buy will
give him full value for the money in-
vested,

The ordinary used-car buyer overlooks
one factor when he goes “sharking” for
A usied-car Investment. That |s, - that
any family that acquires a used car be-

& potential possibility for a new
Lar at some time In the future,

The dealer who sells the car s not in
business for today only, and the comula-
tive effect In selling motor cars ia pre-
clsely what the cumulative effect Is iIn
any other business.

Used Cars Great Value.

but Are Repaired and
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fact that the names of those used-car
buyeérs stare him In the face &s better
prospects for the further sales of the new
cars he the agency for than are the
ones who have just acquired the new
models themselves.

Advantages of Economy.

dling, »o that he will be able better to
care for the new car he has in mind.

Another is that at the time he cannot
get delivery on & new car.

Another is that the used car nec-
essarily is one or two seasons old, un-
leas one of the unumsual bargains that
lle loose here and there in the row is
taken advantage of and this in tself
is one of the factors that gperate to make
new car prospects of the used-car buyer.

The advantages of buying a used car,
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USED CARS
Of the Kind You Want
g epter yonas by vy g

been abused. We will give you our honest opinion
on these cars, as we are neutral. We sell on a small

commission, or, in other words, are 1
izl _ clearing-house

Our stock of used cars is the largest in the city
and our quarters for caring for them are the most
commodious. There is ample room to move around
the car you are interested in.

If we have not the car you want we will do our
best to locate it for you.

This Service
Is a Decided Innovation.

-=- THE ---

UNION GARAGE

623 G St. N. W.  Phone M. 8596.
Distributers for Chalmers Cars

£

I “Quality First”

to begin with, are more, all told, than
the single advanlage of economy. In years|
gone by the purchase of an old car was
pretty much a gamble, at least In some
quarters, but that condition has been
erased from the map of Washington map
of automobile selling. At least it has been
erased as far as the established, rellable
dealer Is concerned,

Engineers frequently say that an au-
tomobile does not get what they call
“sweetenad up’ until its second year. It
is an established fact that racing cars,
for some reason, always have been capa-
ble of greater performances during their
second season than could be got out of
them during the first.

Bo many hold te the idea that a car
that has been used properly for one year
Is actually |n better condition than when |
it was just out of the factory shipping |
room, Certainly the car that has been |
overhauled by the dealer and put into
first-class condition will give its owner!
& measure of service equal to the whit- |
tied-down |nvestment put Into ft, be- |
cause {f the opposite state of affairs held |
forth the used car business would come |

In other words, the motor car dealer
who has sold, say, 1,000 used cars to 1.000
well-satisfled t is In consider

to an end. Most any one knows what |
happens to business that tries to fool all |

le all the time,

SERVICE MAN'S

He Has to Be Good Workman
and Diplomat of Highest
Character.

ANGRY YET HE SMILES

Salesmen Work Great Hardship by
Promising Repairs Which Can-
not Be Made.

It iIsa w tlluslon to believe that the
service man's job is a. sinecure. The
actual repairing and ndjusting of a car
to the competent mechanic is but part of
4 day's work. The survice manager must
not only be capable of making adjust-
ments and repairz himaelf, but he must
be o diplomat. Hls success .o upon
his ability along this llne. As a master
of diplomacy, he must put Lo shame sny
ambassador or consulgr oficer that has
sirved under the most trylog conditions.

In the use of diplomacy, the service
man must be courtecous Kbuve dll. To
many, service statlons Ilook wupon - the
automobile owner a8 w crank -and a
nuisance, and overiook the fact that all
owners should recelve the sama consil-
eration, The trontles of “heé service myn

his car and that it is not only his right
but his duty to separate him fraom ot
least two-thirds of his profit.

Offer Mont Anyihing.

JOB NOT EASY

!
i
i
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ments. to all employes except the urvlce!
men. To tell the man that he cannot see |
what s belng done to his car, but at the |
eame time be expected to pay the bill, |
requires firmness of purpose and a good |
command of the King's English if the
task f= to be accomplished without!
trouble,

Owners Are Superfieial.

The car owner has a superficlal know-
ledge of his machine but likes to talk
about it. Tt is a2 form of recreation to
him. He forgets that the service man
must hear this same story from every
one who comea In and answer all ques-
tlons that really have no bearing on the
Teal trouble.

A service station Is a business proposi-
tion and should be conducted on a busi-
ness basis; the .same as the drug, shoe
or grocery business; educate your custo-
mers to that end. There are some people
who are three or- four years behind in
thelr impressdons of the gutomabile busi.
ness and they féel that the motor car
agent or service man ls a really dread-
ful person to deal with. There are oth-
ers who think differently and act differ-
ently. The latter class is Increasing rap-
idiy—help them grow. Don't “kid" your
customers; be honest with them. Sooner
or later they will find that you are not
sincers’ In your dealings with them and
that will make your row harder to hoe,

There are some automobile owners who
will trust you, while others would not
believe a service man on his cath. Treat
the former with the greatest fairness and
honesty. The latter will have to be han-
led with diplomacy., Practically every

rvice man, at some time or other, has
encountered the car owner who s so
oertain that he knows what s wrong
with his machine that he refuses to listen
o the advice of the mechanic. He does
not object to being told that his dedue-
tions on the trouble with his car are
correct. But, the. service man can fol-
low his own ideas ms to remedying the

SAFETY CARBURETOR PLEASES. |
Feeds Pure Gas from Cold (il.l.ll-e-.i

Without Adjustment.

Just what the trend in the 1917 auto-
moblle will be is hard to surmise at this|
time, but according to one maker, the|
present situation on gasoline will be;
the cause of bringing out a number of|
motor and carburetor innovations which
will be adapted for the use of kerosene.
Already a earburetor which feeds pm‘t{
gus from cold gasoline or kerosene with-!
out adjistment has been Introduced, and
it 1s claimed to be an unusual fuel saver.

The new device is called the Sunderman
safety carburetor, and a test made in the
laboratories of the Automoblle Club of|
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BARGAINS
IN USED CARS

‘WehadTWELVEofthmmedcna,butshxeﬂrlhtwu
furnished our advertising man, ONE has been sold.

Thisﬂnplusizuthchnpoﬂanceofctﬁngqﬂcﬂyif\'w
#desire to be among the ELEVEN fortunate purchasers of these
used cars.
_QAI_I are in good condition and are big values. See them. it
implies no obligation to purchase.
Packard Limousine, Tip-Top Condi-
tion and a Great, Big Bargain, $500

PULLMAN, Touring Car... .$325 CHEVROLET, Touring Car.
MARION, Touring Car.... . $325 e Mg e S o

FORD, Touring Car. . .. ... $275 FORD, Touring Car. . . . 5265

DORT, TOI:";E Car. SERER $450| FORD, Roadster . . ... .. $250 |
i | FORD, Touring Car. .. ... . $250 ':

OVERLAND, Towiag Car.. .8375| LORD, Towing Cur. . $250 §

MILLER BROS.

AUTOMOBILE AND SUPPLY HOUSE
USED CAR DEPT., 829 14th St. N. W.

Amerfca revealed Its many noteworthy|

_

funetions. For the new carburetor are|
clatmed greater power, flexibility, and
range, and it weighs but ten ounces. It
I= positively safe from backfire and leaves|
no residue,

CARBURETOR AND GAS,

High Price of Fuel Means that Care
Must Be Taken.

The increasingly high cost of gasoline
i= undoubtedly ecausing car owners to
give more careful consideration to the!
carburetor and itz correct adjustment, !
And this reveals the iInteresting fact!
that the more perfect you get the mixture
the greater the economy and efficiency—
all of which means a clean motor, max-
imum power and least carbon.

Henee increased carefulness regarding|
this feature Is of value in more ways)
than ome. i

One of the most effectual Nmed!oal_
for wounds is found in a powder made
by Dr. Felix Mendel, of Essen, Germany.
It consist. of & mixture of ten parts o!ll
bieatbonnte of soda, nine parts acetic |
acld (vinegar) and nineteen parts sugar.
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trouble when he has the car to himself,
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Real Bargains
:::: Fcfri.llm

1914 Regal T
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ipped with electric lights and starter.
1912 Maxwell Small Toaring Car ..............
1912 Maxwell Large Touring Car ...............
1912 Paige Touring Car ...................

|

in Used Cars

Pad e aaann

.$375.00 ||
..$200.00

7 ; -
Bargains in Used Cars at

Absolutely “No-Profit”

Our “no-profit” plan is simply a scientific principle of
merchandising. We do not buy used cars at their lowest cash
value and resell them at the greatest possible profit. We ac-
cept different standard makes of cars traded in on Kissel and

Cole cars at their true market value and resell them after over-
hauling at the “take-in™ price.

Palmer Singer, 6 cylinder, 5 passenger touring
Oakland, 6 cylinder » 5 passenger touring

Haynes, 5 passenger touring. . ... ... ... ... .. $600.00
Chevrolet, 5 passenger touring. .. ........ .. ... $525.00
Oldsmobile, 7 passenger touring. ... ........... $375.00
Moon, 5 passenger touring. . .. ............. . . $375.00
Maxwell, 5 passenger towring. ............. ... £300.00
E. M. F., 5 passenger fomming. ........nuue.. $225.60

| Parry, 4 passenger o - SRt s s asama s el 8225.00
5 passenger tourmg. . ... ... ... ... .. $£150.00

We will make it easy for you to own ome. Our responsi-
bility is your guarantee. =

Henderson-Rowe Auto Co.

.$300.00
.$275.00 |}

' M. 3543.
5 AR S TR iR B T ettt

1012 14ih St. : Phone

The Washington Herald
Carries 'Automobile News
&m gay 33 ka ,
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